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2019 State of the

ANT MARKET
Ant control is the biggest revenue source for PMPs. It’s also a market 
undergoing a lot of change, with invasive ants gaining ground and 

new technologies being developed to control them.



T here’s no doubt that ants are some of the biggest money makers 
for our industry. In fact, they led the way over other pests in 
generating the most service revenue in 2018, according to pest 
management professionals (PMPs) surveyed for the State of the 

Ant Market report findings on the following pages.
However, just because ants are a steady stream of income doesn’t mean 

you should get complacent. Species like odorous house ants, carpenter 
ants and Argentine ants still prove difficult to control, according to this 
latest research. If anything, it’s even more of a reason to stay on top of 
current ant management industry trends and the implications they can 
have for your business growth.

Syngenta is proud to partner with PCT magazine to sponsor this year’s State of the Ant Market 
report. You’ll get access to the latest insights about the industry’s outlook on ant control, including 
preferred control methods, seasonal differences in ant activity, and survey results from PMPs like 
you. We’re confident these findings will provide valuable takeaways to help you maintain and 
enhance your ant control services.

At Syngenta, we’re committed to helping you reach your ant control potential. We offer 
proven, reliable ant control solutions so you have the tools you need to tackle a variety of ants 
across species, seasons and regions:

Advion® Ant and Optigard® Ant gel baits are two of the leading ant baits in the industry, 
containing unique bait matrices that are highly palatable to all major ant species, including sweet 
feeders.

Demand® CS, Arilon®, Optigard Flex and Tandem® insecticides are residual spray products 
that are useful for preventive maintenance and control of super-colony species, like Argentine, 
rover and tawny crazy ants.

Advion insect granule is effective against a wide variety of nuisance ants in a granular 
formulation.

Ants may be persistent, but they’re no match for this industry’s drive for success. We’re honored 
to play a role in facilitating more dialogue on ant management, and we’re excited to see you 
successfully provide ant-free environments for your customers.

Eric Paysen
Eric Paysen
Technical Services Manager
Syngenta Professional Pest Management

For more information, visit SyngentaPMP.com.

Greetings from Syngenta

@SyngentaPest

©2019 Syngenta. Important: Always read and follow label instructions. Some products may not be registered 
for sale or use in all states or counties and/or may have state-specific use requirements. Please check with your 
local extension service to ensure registration and proper use. Advion®, Arilon®, Demand®, For Life Uninterrupted™, 
Optigard®, Tandem® and the Syngenta logo are trademarks of a Syngenta Group Company. All other trademarks are the 
property of their respective owners. Syngenta Customer Center: 1-866-SYNGENT(A) (796-4368).
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Ant control is the biggest revenue source for PMPs. It’s also a market undergoing a lot of 
change, with invasive ants gaining ground and new technologies being developed to control 
them. Read on to explore the current market for ant control and what you can expect in the 

years ahead, plus get practical tips for combating OHA, the #1 pest ant for PMPs.

A nts are good for business. “They’re a very prominent fac-
tor of our business in driving new revenue,” said John 

Cooksey, COO of McCall Service, Jacksonville, Fla. 
Other pest management professionals agree. In fact, ant 

control generated 23.2 percent of revenue on average at pest 
management companies last year, more than the control of 
rodents (17.8 percent), termites (13.0 percent), spiders (9.9 
percent) or bed bugs (9.2 percent), according to the 2019 
PCT State of the Ant Control Market survey.  

Ant control was a consistent money maker for the 98 per-
cent of companies that offered it. According to the survey, it 
became a more significant (45 percent) or remained a signifi-
cant (44 percent) part of the business over the past five years.

THE PESTS. Causing the most service calls in 2018: odorous 
house ants (23 percent), carpenter ants (18 percent) and ar-
gentine ants (16 percent). Odorous house ants posed signif-
icant control challenges across the U.S., even during winter 
months, reported PMPs. 

Thirty seven percent of PMPs said the number of ant in-
festations increased in their markets last year; 57 percent said 
the frequency of infestations remained the same.CO
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THE CALLS. Pest management professionals got problem-ant 
calls from both new customers and those on monthly and 
quarterly pest maintenance programs. “In January, ants were 
the second leader of callbacks for problem insects in our pest 
control division,” said Cooksey of existing customers request-
ing unscheduled service. 

The average callback rate for ant control jobs last year was 
6.5 percent, according to the survey. 

It is important that field and office employees have a ba-
sic understanding of ants “so they can hopefully ask enough 
questions to get us the information to get out and address 
the problem in as few trips as possible,” said Kevin Lemas-
ters, president of EnviroPest, Loveland, Colo.

The busiest season for ant control services was early sum-
mer (40 percent) and spring (31 percent), reported PMPs. 
Half of companies typically provide ant control services to 
clients year round; 29 percent do so as-needed.

THE HOW-TO. While PMPs used multiple ways to manage 
ants in homes and businesses, the primary control measure 
for 92 percent of survey respondents was pesticide applica-
tion. Preferred formulations included ant gel baits (28 per-
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A ‘SNAPSHOT’ OF THE 
ANT CONTROL MARKET

ADVERTORIAL

cent), non-repellent insecticides (27 
percent) and granular ant baits (13 
percent).  

According to the survey, 81 percent 
of PMPs treated cracks and crevices 
with insecticide; 74 percent applied 
ant gel baits; 68 percent treated the 
exterior perimeters of structures with 
non-repellent insecticide; 62 percent 
performed spot treatments; and 60 per-
cent used granular ant baits.

Lemasters used a combination of 
bait and liquid non-repellent spray, 
which is applied in spring to the exte-

rior perimeter of structures known to 
have ant problems. “We feel like if we 
can do that ahead of the game it will 
help minimize those calls we’re antici-
pating,” he said. 

For Josh Erdman, owner of Erdye’s 
Pest Control in Green Bay, Wis., an ex-
terior treatment usually does the trick. 
“The least amount of chemical you can 
put in a house the better,” said Erdman.

Technicians can get in a rut when 
relying on the same baits, said PMPs. 
“You’ve got to really understand what 
the need of the colony is and not 

just say the bait isn’t good because it 
didn’t kill my ants,” said Lemasters of 
knowing when to switch to sugar- or 
protein-based bait matrixes. He urged 
the industry to be more diligent in 
conducting inspections and in making 
recommendations to reduce sanitation 
issues, as well.

PMPs continually need “to edu-
cate themselves on better methods or 
products in order to resolve situations; 
you’re only going to become more 
profitable” by doing so, said Zack Cun-
ningham, operations manager of B&D 

AN IMPORTANT REVENUE-GENERATOR
Average revenue generated by pest control services in 2018 as part of the overall service revenue:

Number of respondents: 169

23.2%
ant

9.2%
bed bug

13.0%
termite

3.9%
mosquito

1.2%
bird

17.8%
rodent

6.1%
flea

9.9%
spider

2.6%
wildlife

13.0%
other

A GROWING 
MARKET
In the past five years, 
have ant control 
services become 
a more or less 
significant portion  
of your business?

98%

6.5%
Company locations offering ant 

control services 
Number of respondents: 173

Average callback rate for  
ant control jobs 

Number of respondents: 169

45%
44%

7%

3%  cannot compare; not involved five years ago

1%  no answer

more significant

no change

Number of respondents: 169

ST
OY

 H
ED

GE
S

State of the Ant Control Market Sponsored by4



ADVERTORIAL

Pest Solutions with operations in St. 
Louis, Mo., Staten Island, N.Y., and 
Union, N.J.

THE OUTLOOK. Ed Schwartz, owner 
of Paladin Pest Control, Colorado 
Springs, Colo., is expecting “a pretty 
good ant season” in 2019.

In fact, more than half (57 percent) 
of PMPs anticipate ant control revenue 
to increase this year, according to the 
PCT 2019 State of the Ant Control 
Market survey.

Weather will play a big role in this. 

Schwartz expects to see “the ant mar-
ket explode” once ground dries from 
the melt of this winter’s heavy snow-
fall. “It’s been several years since we’ve 
actually seen a carpenter ant swarm. 
I wouldn’t be surprised if we have a 
swarm in April, May,” he said.  

Billy Olesen, operations manag-
er, Chuck Sullivan Exterminators in 
Olympia, Wash., anticipates more car-
penter ant issues in rural areas where 
winter storms knocked down trees and 
branches, which serve as habitat for the 
ants. In urban areas, he said problems 

with odorous house ants are increasing.
“They create a lot of income and 

we’re in the business of income so from 
that standpoint we are kind of in debt 
to the odorous house ant for their con-
sistent effort to get into our homes,” 
said Chris Christensen, owner of the 
Truly Nolen franchise in Lexington, 
Ky.  

Cooksey said ants will continue to 
be a big problem in Florida. “They’re 
going to be more and more prevalent, 
which is going to lead to more and 
more business for us,” he said. 

40%
early summer

31%
spring

0%
fall

15%
late summer

11%
no seasonal difference

2%
winter

1%
no answer

37%
increased

57%
remained the same

7%
decreased

23%
18%

16%
9%
9%

8%
4%
4%

2%
2%
2%

1%
1%
1%

0%
0%

1%
1%

ANT SPECIES DRIVING SALES
Ant species representing the largest percentage of service 
calls in 2018:

Number of respondents: 169

Number of respondents: 169

odorous house ants

carpenter ants

argentine ants

little black ants

fire ants

pavement ants

ghost ants

bigheaded ants

acrobat ants

common crazy ants

harvester ants

tawny crazy ants

pharaoh ants

rover ants

moisture ants

white footed ants

other

no answer

ANT INFESTATIONS 
ON THE MOVE
How did ant infestations 
change in your market 
area in the last year?

HOT TIME IN THE SUMMERTIME
Busiest season for ant control services

Number of respondents: 169

INSECTICIDES PRIMARY CONTROL MEASURE
What is your primary control measure for managing ants in 
homes and/or businesses?

pesticide applications (e.g., baits, 
aerosols, concentrates, etc.)  92%
sanitation  4%
exclusion  3%
vacuuming  0%
other  0%
no answer   1%Number of respondents: 169

2019 LOOKS PROMISING
Compared with 2018, how do 
you expect ant control service 
revenue to change in 2019?

Number of respondents: 169

57%
increased

41%
remained the same

1%
decreased
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The        Pest:

O dorous house ants (OHA) are the 
most difficult to control ant species, 

according to the majority of PMPs (22 
percent) who participated in the PCT 
2019 State of the Ant Control Market 
survey. Why? The ants are “becoming 
more ‘invasive’ in urban situations” where 
supercolonies can contain more than 6 
million workers and 50,000 queens, said 
Grzegorz Buczkowski, an urban ento-
mologist at Purdue University. In Hawaii, 
OHA is an invasive species. 

And “it’s not unusual to get 
odorous house ant calls in the winter,” 
especially in the Midwest where OHA 
supercolonies are becoming more com-
mon, said Buczkowski, who is not sure 
why this is occurring.

Making control more difficult: 
“Odorous house ants are budding all the 
time,” said Buczkowski. Colonies are 
comprised of many, many nests, which 

Odorous
House 
Ants

OHA Fact
Vertical OHA trails are typically foraging 
trails; horizontal trails on the ground are 
for moving ants from place to place.

the ants constantly move depending on 
environmental conditions, such as to 
get closer to food or away from ground 
that is too wet. Budding does not mean 
the colony is growing but rather that 
“you’re losing ants in one place and 
gaining them in another place,” he 
explained. Experts offered tips to help 
manage this pervasive pest:

DON’T ASSUME. Use a hand lens to help 
identify the ant in the field, said Bil-
ly Olesen, operations manager, Chuck 
Sullivan Exterminators, Olympia, Wash. 
OHA look nearly identical and even 
smell similar when crushed to the vel-
vety tree ant, a wood destroying ant 
found in the Northwest, he said.

Only after the ant is properly identified 
can technicians take appropriate steps 
to control it. “If you don’t know the 
biology of the insect then their treatment 

could be mishandled and 
therefore cause problems 
for the customers,” said 
Gary Pietrucha, presi-
dent, Envirosafe Pest Man-
agement, Itasca, Ill. 

ELIMINATE ATTRACTANTS. Counsel cli-
ents to remove wood timbers, mulch 
and firewood from perimeter land-
scapes and ivy growing on the struc-
ture, advised University of Tennessee 
Urban Entomologist Karen Vail in a 
document on OHA. In addition, con-
trol sucking insects on landscape plants, 
trim branches touching the building, 
fix water leaks, seal utility penetrations, 
and move nectar-producing plants and 
cleaned garbage cans away from the 
structure. Encourage clients to clean 
up food spills and pet food, store food 
properly and promptly remove waste to 
discourage ants from foraging indoors. 

FIND THE NEST(S). OHA nest opportu-
nistically. Outdoors, they seek moisture 
and protection from the sun, such as 
in and under logs, landscape timbers, 
stones, patios and mulch, explained 
Vail. Indoor nests are associated with 
food, moisture and outdoor nests, and 
can be found beneath the edges of car-
pets and toilets, in cabinets and drawers 
and near garbage cans.

Find outdoor nests by placing index JO
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cards with a smear of honey every 10 to 20 feet around the base 
of the structure, advised Vail. Check the cards in 40 minutes 
and follow the ant trails back to the nests, marking locations. 
Bait near nests that had more than 10 OHA feeding on the 
honey.

TARGET OUTDOOR NESTS WITH LIQUID BAIT. Worker ants bring 
bait back to their specific nest (not to other nests in the colony) 
so place liquid bait stations where the ants are actively trailing. 
“Liquids are passed around the easiest by ants,” explained Vail. 
She admitted that extra time and effort are required to keep liq-
uid bait stations filled and clean and that this deters their use. 
Another option is to put ant gel bait in outdoor stations, which 
keeps the bait moist (and more appealing) for longer periods.

Indoors, PMPs reported success using gel baits where OHA are 
active, especially in winter when outdoor baiting is not possible; 
others said using bait indoors drew more ants into the structure. 
As the sole means of control, indoor baiting only will provide a 
short-term reduction in indoor foraging, counseled Vail.

KEEP IT SWEET. OHA are “more of a sugar-feeding ant,” prefer-
ring nectar and honeydew, said Buczkowski. “Even if they need 
protein, they’re still feeding on sugar” year-round so use “sweet 
gels” if not liquid bait, he said. 

“There are a lot of good gel baits on the market that work 
well and are attractive,” said Buczkowski. Pietrucha asks his 
local distributor what bait is selling best. “Judging by that, I 
can see what the industry is using and obviously having some 
success with,” he said.

THEN, TREAT THE PERIMETER. Combine baiting with an ex-
terior perimeter treatment using a non-repellent insecticide, 
advised experts. Avoid using fast-acting sprays, such as pyre-
throids, near baits to prevent killing worker ants before they 
can transfer the bait back to the colony, said Vail. PMPs report-
ed success when applying non-repellents in early spring before 
the ants begin actively foraging and moving nests.

OHA budding is not caused by applying repellent or non-
repellent insecticides; rather it’s likely the liquid in liquid sprays 
that disturbs the ants, said Buczkowski. “They don’t like being 
sprayed directly with any liquid;” even spraying them with 
water will cause them to move the nest, he said.

SET EXPECTATIONS. Customers need to know that OHA are 
not a “one-and-done type of deal” when it comes to treatment 
and control, said Olesen. “It’s not like we totally eliminate 
them. Come next year we still have activity at those houses,” 
agreed Vail. As nests in the landscape are eliminated, others will 
move in, perhaps due to soil temperature, moisture, or food 
sources. “There’s prime habitat that they want. There’s some-
thing about that house,” she said. 

About the Survey
The PCT 2019 State of the Ant Control Market survey was 
sponsored by Syngenta and compiled by Readex Research, a 
privately held research firm based in Stillwater, Minn. A sample 
of 2,757 owners, operators and executives of pest control 
businesses was systematically selected from the PCT database. 
Data was collected from 173 respondents – a 6 percent response 
rate – via online survey from January 22 to February 7, 2019.  The 
margin of error for percentages is plus or minus 7.4 percentage 
points at the 95 percent confidence level.

Number of respondents: 173

Number of respondents: 169

Where are you from?

NORTHEAST: 14%
MIDWEST: 17%
SOUTH: 47%
WEST: 21%

ODOROUS HOUSE ANTS: PMP ENEMY #1
What ant species has been the most difficult to control in 
your market area?

odorous house ants

carpenter ants

argentine ants

pavement ants

pharaoh ants

little black ants

tawny crazy ants

fire ants

ghost ants

common crazy ants

rover ants

bigheaded ants

acrobat ants

harvester ants

moisture ants

white footed ants

other

none

no answer

22%
11%

9%
8%
8%

6%
6%

5%
5%

2%
2%
2%

1%
1%
1%
1%

2%
7%

3%
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LET ANTS TAKE HOME SOMETHING 
OTHER THAN BREAD CRUMBS.
Advion® and Optigard® Ant Gel Baits feature two of the most effective active 
ingredients available. Each one is proven to exhibit a delayed response that allows 
foraging ants to carry back and share with the colony. And both gels have their own 
unique bait matrices that are highly palatable to all major species including sweet 
feeders. So no matter which product you use, your customers can expect total 
control both indoors and out.

 
Learn more about Advion and Optigard Ant Gel Baits and the benefits you get as 
part of the PestPartnersSM 365 program at SyngentaPMP.com.
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